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Enterprises emerging from the crisis face significant uncertainty independent of their 
capitalisation. While looking for points of departure enterprises try to measure each other’s 
intentions. In my survey I strived to inquire about entrepreneurs’ assessment of their position 
and their attitude towards their partners considering the present stressful economic 
environment. The research’s results indicated that respondents are more optimistic than 
expected, their answers indicated that they don’t struggle for survival but strive to maintain 
their stability and realise a moderate growth. Most of the managers consider their enterprises 
competitive on the domestic market and financially profitable. From the government they 
nevertheless expect an increased protection of domestic actors. They consider Hungarians to 
be rather competitive, although competition is not spotless in the country. Nevertheless they 
judged their own attitude to be cooperative rather than competitive. They emphasised that 
clean partnership is important for a successful business but differences in income are not due 
to outstanding economic performance. They consider their companies flexible and stabile, 
prepared for the oncoming changes, yet they are not risk-taking, work with long term 
contracts and allow for rebates in favour of cooperation. 
 
Keywords: economic situation, competitive, cooperative attitude 
1. Introduction 
Economic processes are defined by economics as relationships of competing partners, where 
market forces competition of market actors. Actors strive to implement their objectives by 
competing with each other; competition defines the allocation of wealth, production and 
distribution. 
Results of applied psychology suggest that uneven allocation of resources can give 
ground to conflicts (Bakacsi 1996), which is considered a baseline characteristics of 
organisations and groups, conflict arises from the perceived incompatibility of individual 
goals (Smith–Mackie 2004). Individual solutions of conflict can come in many forms: conflict 
avoiding attitude, adaptation, competition (rivalry), cooperation or compromise. In the case of 
competition the individual follows his own goals and tries enforcing them even on the other 
parties’ expense. In this case, conflict is a game with victory as the only solution. Grzelak 
(1999) also considers the difference between interests arising from conflict resolution as the 
foundation of competition, where the focus is on individual interest based rivalry instead of 
cooperation along common interests. 
Is the „homo oeconomus” obliged to compete when obeying his individual interests, or 
is he able to cooperate and share the earned benefits? 
According to the Economic Research Company (GKI 2009) competitive market 
conditions declined and ethical behaviour of enterprises decayed in Hungary in the last years. 
This includes willingness to pay taxes which reduced to a level experienced last time a decade 
ago, and the perception of strong corruption.  
According to the ranking of Global Competitiveness Report (2010–2011) Hungary 
stepped forward to the 52nd position in 2010-11 from the 58th place in 2008–2009, Slovakia 
fell back from 47th to the 60th place, while Czech Republic and Slovenia advanced from 31st to 
26th and from 37th to 45th respectively. 
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Intensity of competition is relatively strong in Hungary, according to a survey of GKI 
(2009) managers assessed is 5,5 on a 1–7 scale. Nevertheless this value is still behind the 
western countries, in the US the respective value was 6,3. As the real obstacle the regulation 
of competition was indicated by most respondents, who considered it more stringent than 
American or Japanese regulation. For example, the impact of regulations and rules on 
products was assessed on a scale of 1–10 as 7,3 in Hungary compared to the US value of 6,6.  
If we consider cooperation as the second subject of our analysis, then the following 
results can be seen: adaptivity of the Hungarian market (its flexibility to react to market 
effects) is moderately flexibly according to the IMD (2011) report (5,67 on a maximum 10 
scale), this value is lower than the Japanese or US value, but higher than Germany’s. 
According to the IMD report the Hungarian corporate sector’s technical cooperation is 
favourable, but in relation to developed countries the value is mediocre as on the same scale 
(1–10) it is 2 points behind the scores of the US or Japan.  
Attitudes are characteristic to everyone, as they define our relationship, behaviour and 
approach to our environment’s objects, persons and situations. Since attitude can not be seen, 
overheard or sensed, the only way to conclude it exists is from the behaviour of the observed 
person (Klein 2004). 
According to the dictionary of foreign words and phrases (Bakos 1973) attitude is 
behaviour, conduct and manner or in other words a theoretical standpoint or attitude of mind. 
In sociology – quoting the same source – it is habit, behaviour, or conduct in a given situation 
or for a given opinion. 
Attitude is a capstone of socio-psychology, and recently economics also started to 
acknowledge its influence and studies its role in behavioural economics. Behavioural 
economics was formulated because economics (mostly due to Kahneman) started to apply 
psychological methods and approaches. Developing strongly in the 90’s behavioural 
economics combines therefore elements of economics and psychology, studies the reasons of 
economic behaviours and decisions because a decision maker is not simply a logically 
behaving algorithmised robot, but social, cultural and emotional factors also influence him. 
We can have more precise results if we consider the additional motivations found in economic 
processes (Hámori 1998). 
In a concise manner attitude is „an opinion strongly infiltrated by judgement which 
directs one’s behaviour” (Pléh–Boross 2006). 
According to Hámori (2003) behavioural economics has stronger ties with psychology 
than with economics, since it examines why individuals don’t act rationally and follow the 
principles of utility maximisation. 
Economics can be considered more or less a young discipline, and behavioural 
economics is even younger. Observation of attitude and cogitation can be considered to be 
still in the cradle, although many called the attention on this significant factor. Among others 
Román (2007), Szerb (2008) and Chikán–Czakó (2009) who claimed that competitivity and 
business success or handicap frequently stem from individually determined factors. 
2. Material and methods 
A pre-survey was conducted in March, 2011 as a trial phase. This survey included 87 
questions and consisted of 7 larger blocks. Respondents had to indicate their opinion on a 
scale of four degrees. This means that answers represented subjective opinions. The total 
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